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trade association. In order to improve its sales, it displayed
its product at the industrial exhibitions of the APSSIDC. As
it had utilised 70% of its installed capacity, it crossed the
break-even level even in 1978. Its research and development
wing innovated a new product with success. Therefore, it
expected a bright future for itself.
Firm VII produced a variety of paints and synthetic
enamels. It faced competition from small as well as large-scale
industries and even public enterprises. Inspite of the stiff
competition, it enjoyed 25% of the state's market. It sold
direct and through middlemen and offered a 5 to 10% commi-
ssion depending upon the quantity and the off-take. So far,
the firm had not faced any problems of marketing. It had its
own offices in four leading business centres-Bombay, Calcutta,
Vijayawada and Hyderabad. It encouraged its agents by
offering cash benefits and frequent contacts, streamlining the
dealer net-work, regular advertisments in leading newspapers
and displays. It secured membership in a Calcutta-based trade
association for securing the benefit of its market share there.
Inter-state tax differences did not affect its sales. All these
favourable marketing aspects enabled it to cross the break-
even level even in 1980.
Firm VIII produced an electronic good and sold direct
to government. It sold its product within as well as outside
the state. It faced competition from small-scale units and
public enterprises. Eventhen, it could sell its products as there
was excess demand from government departments. It had
appointed two salesmen in 1978 and seen an improvement in
sales but the salesmen resigned after a year. The managing
director had not appointed salesmen thereafter or taken any
measures to improve sales. It had taken the help of the
APSSIDC in selling its products. Now the firm was closed.
Recently the board of directors decided to diversify its product.
Thus, it was closed inspite of favourable market conditions.
Firm IX produced industrial raw-materials needed by the
electronic industry. It faced competition only from small-scale
units. It sold 75% of its output directly and only 25% through
middlemen. The volume of sales within the state was negligi-
ble. It sold out-side the country and earned nearly 1.25 lakh